
1. On the one hand, consolidating your media investment with one media network 
globally will deliver consistent agency deliverables across markets, including  
PRF structures, strategic insights and economies of scale for fee negotiations.

2. Worldwide consolidation will also make it easier for brands to implement global 
brand initiatives and give regional stakeholders more control over the  
output of such initiatives.

3. In some cases, global consolidation will even allow clients to benefit from agency 
deals with global vendor partners, if such deals are in place.

4. However, global consolidation offers minimum opportunities for improved media 
buying efficiencies at the local level, as this cost will always be dependant  
on the negotiating power of each individual local office.

5. Moreover, global consolidation is typically more effective and relevant for clients that 
have a centralised structure in place as well.

6. On the other hand, a market-by-market approach offers marketers the opportunity 
to select they agency they consider to be the strongest in each market, without 
compromising on any aspect of the process, such as price, fees and talent.

7. However, this approach often favours local relationships and is more prevalent 
among organisations that are highly decentralised.

8. A third way, which a number of our clients opt for, is the hybrid approach.  
This is effectively a regional consolidation with individual appointments in  
markets of strategic importance. 

9. This hybrid approach requires the agency partner to invest in regional 
governance resource, which in turn ensures the client benefits from  
consistency and economies of scale.

10. Finally, the hybrid approach allows brands to benefit from the media network’s 
regional programmatic buying set-up, whilst at the same time executing  
the buying in house and at a local level. 
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When selecting media agency partners across multiple markets, marketers 
with global and/or regional remits should keep in mind a few pros and 
cons for both the consolidation and market-by-market approaches.



ECI: HIGHER MEDIA VALUE 

Technology is transforming the media 
landscape at an unprecedented pace. 
But in the right hands, change can be a 
force for good. ECI, the market’s fastest 
growing global media management 
company, leverages these changes to 
help you drive higher media value from 
your advertising investment. 

A modern, forensic approach 

Ever since our formation we have cham-
pioned a modern approach to media and 
financial auditing. As pioneers in the field 
of digital auditing, we include sophisti-
cated analysis of programmatic activity in 
our audit model, and we pride ourselves 
on a forensic, fact-based approach which 
harnesses the power of our world-class 
talent and proprietary technology. Along 
with our innovative benchmarking capa-
bilities, we are confident in our ability to 
empower our clients to drive higher media 
value and media-led impact on business 
performance. 

Cutting-edge services 

Capitalizing on today’s dynamic, fast-
paced media landscape to drive higher 
media value requires data-driven decision-
making, global experience and a deep 
understanding of the latest technologies. 
At ECI we are proud to be able to offer 
these and so much more, including TV 
auditing, financial compliance auditing, 
pitch management, KPI setting and  
management and contract consultancy. 

Global experience, local expertise 

We are proud of our client portfolio, which 
contains some of the world’s largest and 
leading advertisers. Our network of owned 
offices and leading affiliates supports 
them where they need us, across the 
Americas, Europe and Asia Pacific. We 
offer them high-level media intelligence 
and rigorous benchmarking and, ultimately, 
the insight, experience and savvy to en-
sure that their advertising investment  
and agency relationships drive higher  
media value. 
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